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1.  Objectives 

A GLOBAL COMPREHENSIVE & PERSONNALIZED LEARNING EXPERIENCE 
The School for Makers is committed to the education of exceptional leaders as we prepare you 
to confidently take on the challenges of high-demand global business industries and contribute 
as citizens of the world. 
The integration of high-impact pedagogy, accessible and exceptional faculty, prestigious global 
business connections through our Board of Advisors, and experiential skill development, all 
serve to assist you in your academic endeavors, and enhance your development as a 
professional. 
It is our goal to assist you in transforming your academic understanding into real-world 
professional skills – skills which are both relevant to prospective employers, and which will help 
you to serve as a genuine asset to our global society. 
 
In addition, the extensive global experience (internship) requirement sets this Master apart 
from other programs. The Master in Global Entrepreneurship program has five distinctive 
components: 
Core Knowledge in Key Business Disciplines 
Advanced Knowledge in Global Entrepreneurship 
Global Experience 
Specialized Area (optional) 
Global Business Simulation 
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2.  Management programmes 

• Accelerate (Incubator) 
ESC 3 

S5 

• Managing (ESC 3: HPO)  
ESC 3 

S4 

• Growing (ESC 3: WSU Semester) 

 

ESC 3 

S3 

• Go Global (Summer School) 
ESC 3 

SUMMER SCHOOL 

• Go Create (ESC 2 S2) 
ESC 2 

S2 

• Global Booster (ESC2 
S1)  

ESC 2 

S1 
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3.  Answers to market’s needs 

 

 
The French market represents only 5% of the world market.  
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«I want France to be a start-up nation, a nation which 
thinks and moves like a start-up, to put it in one word, 

entrepreneur is the new France» 
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4.  Programme description 

CC : Continuous assessment     EF : Final exam 
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Modules Courses Language Teaching Hours 

Evaluation 

Faculty Contrôle 
continu 

Final 
Exam 

ECTS 

 Doing Buisness 

 Doing Buisness in India ENG face to face 15 CCO 100% 2,5 
Muneesh 
KUMAR 

 Digital Marketing Strategy for                
Business Owners 

ENG face to face 15 50% 
50% 

(1,5h) 
2,5 

Eric 
BARQUISSAU 

 Business Affairs 

 Business Ethics ENG face to face 15 50% 
50% 

(1,5h) 
2,5 John PERRY 

 Business Strategy ENG face to face 15 50% 
50% 

(1,5h) 
2,5 Suresh GEORGE 

 International  Finance 

 International Law ENG face to face 15 50% 
50% 

(1,5h) 
2,5 Hannah GARVEY 

 International Finance ENG E-learning 15 50% 
50% 

(1,5h) 
2,5 Florent DEISTING 

 International  Marketing  International Marketing  ENG face to face 30 50% 
50%        
(3h) 

5 
Christelle 
FURIGA 

 Business Project  #MyCampusCompany ENG Coaching 30 100%   4 
Dominique 

BOUET 

    100% Eng   150     24   
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5.  Module Presentation 1 & 2 : 

Module 1 : Doing Business 

 

Doing Business in India 
A Doing Business in India course will provide you with the tools to 

maximise the competitive advantage of doing business in India 

through a mixture of in-depth background information on India and 

hands-on practical tips and solutions on how to do business more 

effectively in India. 

Indian culture is a complex one, having been shaped by a variety 

of influences ranging from Hindu philosophy to British colonisation. 

More recently, spectacular economic growth and the explosion of 

offshore outsourcing in India have brought even greater economic 

and social changes to India and its population. 

 

Digital Marketing for Business Owners 
This course is the ultimate beginners guide into sales funnels, 

social media marketing, and affiliate marketing. 

What does this course give you? 

Social Funnel Strategies 

Social Media Strategy and Best Practices 

Facebook, Instagram, Pinterest, LinkedIn, YouTube, Twitter, 

Google+, Periscope, Blab 

Social Media Automation 

Working with Affiliate Marketers 

The key is to create a brand that is consistent across all 

channels. 

  

Module 2 : Business Affairs 

Business Ethics 
Business ethics is an important part of any industry. Students or 

managers, unfamiliar with many ethical challenges, behaviors, or 

regulations will find themselves struggling in business industries 

that include finance, accounting or human resource management, 

marketing and retail. 

Today's managers must necessarily concern themselves with 

ethical issues, because unethical behavior creates legal risks and 

damage to businesses as well as employees and consumers. A 

student or manager who is well-versed in ethical behavior in 

practices, not only in the domestic market but internationally, will 

find him or herself better prepared to deal with issues or situations 

that may arise that don't always involve easy answers or 

decisions.  

 
Business Strategy 
This course will debate how strategy is formulated for 21st century 

organisations and consider different approaches developed by 

theorists and practitioners. The course studies how strategy is 

currently practised in a wide variety of contexts. We explore 

critically the key concepts underpinning strategy and the tools 

managers use to analyse their environment, make choices and 

implement the resulting strategies.  

We shall consider whether, why and how sustainability can be a 

key driver for competitive advantage. We seek to identify 

synergies between sustainability and innovation success, and 

analyse product, process and systemic innovative   
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International Marketing 
Each student should come away from the course with a broad 

understanding of the key concepts of international marketing, 

and an ability to implement these in practice. Specifically, there 

are 4 learning objectives for the course:  

a. Awareness of International Marketing  

b. Immersion in the International Marketing theories - academic 

and practical  

c. Adoption of the IM models by cases analysis  

d. Advocacy of International Marketing vision by engaged Big 

Picture presentation  
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5.  Module Présentation 3 & 4 : 

Module 3 : International Affairs 

International Finance 
Given the globalization of the business sector and the 

integration of the economies of the world, an understanding of 

the impact of the global economy, macro economy and the 

business sector of a specific country is vital to the success of 

any person engaging in the business world. This class is 

designed to expand your understanding of global economics. 

The purpose is that you develop a theoretical and practical 

knowledge exchange rates and foreign exchange markets; 

exchange rate policy; macroeconomic coordination; developing 

countries and the problem of third world debt; and global 

capital markets. 

 

International Law 
A Commercial Contracts module that introduces students to 

the different types of commercial agreements entered in to by 

businesses. As part of this module I would do an introductory 

lecture on the role of the commercial lawyer. Later lectures 

would discuss negotiating contracts and risk management, e-

commerce, intellectual property & technology contracts, supply 

agreements, agency and distribution contracts.  

 
 

Module 4 : International 

Marketing 
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6.  Teaching methods 

Teaching will take the form of formal instruction, case study work, additional readings, class discussions and 

presentations.  

The emphasis is on class participation, exploration through practise, discussion and group work.  

The course will present a blend of theory and practice. Application of theory is a key objective, and learning will be 

assessed by the extent to which participants are able to demonstrate how theoretical constructs are utilised in a 

practical situation.  

1 hour class = 2 hour prep work at home 

 

 

 

 

Experiential Learning 

Case studies 

 

Theory & Knowledge 

 



Specialisation International Management I IM  

- 10 

7.  Assessment  

For each module :  1 continuous assessment (50%)  and 1  Final exam (50%)  

 Continuous Assessment  

 

 

  

50% 50% 

Final Exam   
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9.  Faculty in charge 

Florent DEISTING 

Is an Economic & Finance professor @Groupe ESC 

Pau and holds a Phd in Economics (Université de 

Pau et des pays de l’Adour) 

 

Is the Scientific Dean at Groupe ESC Pau.  

 

 

 

florent.deisting@esc-pau.fr 

05.59.92.33.44 


